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ABSTRACT
Hunt, Ann Campbell. Finding the right combination: An exploratory study of business acumen,
community engagement, and success criteria in Colorado dance studios. Unpublished
Master of Arts thesis, University of Northern Colorado, 2022.

The primary purpose of this study was to discover similarities and differences between
Colorado dance studio owner’s definitions of success and data pertaining to community
engagement and business strategies. This may help to inform current and future dance studio
entrepreneurs of the variety of interpersonal skills needed to maintain a dance studio, how
community engagement may be an instrumental part of studio culture, and how business
strategies and goals realized an owner’s vision.
The essential questions that focused this research study were:
Q1

Why is it important for dance studio owners to define success for themselves?

Q2

What can be gained by the community, students, and studio owners bringing
dance into the community?

Q3

What makes a dance studio stand out in the marketplace?

A digital survey was sent to 176 Colorado dance studio owners that operated their business in
cities with populations greater than 100,000. The participants were asked to answer questions
pertaining to how they define success, engage with the community, and their business acumen.
Each section was designed to elicit qualitative and quantitative responses.
Analysis of the data showed that Colorado dance studio owners were eager to please their
clients and create a safe and supportive environment for their students. Most owners found that
being involved in their community was of great importance to them, their studio, students, and
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the community. Colorado dance studio owners had a strong vison of what their studio values and
mission were and how they defined success. A limitation in this study was the dance studio
owners surveyed were only located in urban locations. Further research could investigate rural
and suburban settings to identify important trends and differences present in theses locales.

iv

ACKNOWLEDGEMENTS
This thesis would not have been possible without the guidance, love, patience, and
support from many individuals. I would first like to thank my advisor Christy O’Connell-Black
for being available for questions and support whenever it was needed. I would also like to thank
Sandra Minton for her tireless work as a dance educator. I have been inspired by her dedication
to bringing recognition to dance education in the State of Colorado.
I would next like to thank all on my friends and family who have supported me over the
past two and a half years to make this dream of earning a master’s degree a reality. You listened
with enthusiasm to all that I was learning, and I truly appreciate you for that.
To my four amazing children, Porter, Quaid, Ivie and Ryland. Thank you for allowing me
this time to deepen my knowledge of what I love to do the most, dance. I hope that I have
inspired you to pursue your education even at an age where it might seem unachievable, it is not.
You can do anything you set your mind too!
And finally, to James, my knight in shining armor. This journey was long and arduous,
and you were there with me every step of the way. I could not have done this without you. I love
you.
To my parents Randy and Roxie Campbell. You would have been so proud of this
accomplishment. I hope you have front row seats to my graduation from where you are sitting up
there.

v

TABLE OF CONTENTS
CHAPTER
I.

INTRODUCTION ...................................................................................................1
Goal of Thesis ..........................................................................................................1
Purpose of Study ......................................................................................................5
Significance of the Study .........................................................................................7

II.

LITERATURE REVIEW ........................................................................................9
What is Success........................................................................................................9
Who Defines Success? .................................................................................9
Gender and Success ...................................................................................11
Dance in the Community .......................................................................................12
History of Dance in Communities .............................................................12
Current Role of Dance in the Community .................................................13
Dancers’ Experience in the Community ....................................................14
Business Acumen for a Dance Studio ....................................................................15
What Happens After Attaining a Degree in Dance ....................................15
What Does Business Acumen Mean for a Dance Sudio? ..........................16

III.

METHODOLOGY ................................................................................................19
Study Design ..........................................................................................................19
Preparation of Study ..............................................................................................20
Survey Design ........................................................................................................20
Summary ................................................................................................................22

IV.

DISCUSSION ........................................................................................................24
Dance Studio Owner’s Demographics ...................................................................24
Definition of Success .............................................................................................26
Quantitative Data .......................................................................................26
Qualitative Data .........................................................................................29

vi

CHAPTER
IV.

continued
Engagement in the Community .............................................................................30
Quantitative Data .......................................................................................30
Qualitative Data .........................................................................................34
Business Strategy ...................................................................................................35
Rivalry Among Existing Competitors .......................................................36
Threat of New Entrants ..............................................................................39
Buying Power of the Customer ..................................................................42
Threat of Substitution ................................................................................44
Summary of the Discussion ...................................................................................46

V.

CONCLUSIONS....................................................................................................47
Research Methodology ..........................................................................................47
Interpretation of the Findings.................................................................................48
Essential Question One ..............................................................................48
Essential Question Two .............................................................................49
Essential Question Three ...........................................................................50
Limitations of the Study.........................................................................................52
Recommendation for Further Research .................................................................52
Conclusion .............................................................................................................53

WORKS CITED ............................................................................................................................54
APPENDICES
A.
Institutional Review Board Approval ....................................................................58
B.

Consent Form .........................................................................................................61

C.

Social Media Recruitment Material .......................................................................64

D.

Research Instruments .............................................................................................66

vii

LIST OF TABLES
TABLE
1.

Response to “Rank What You Believe to be the Most Important Aspect of
Defining Your Success as a Dance Studio Owner” ...............................................28

viii

LIST OF FIGURES
FIGURE
1.

Age of owner..........................................................................................................25

2.

Dance studio owner education level ......................................................................25

3.

Years Dance Studio has been in business ..............................................................26

4.

Type of studio ........................................................................................................26

5.

Does the dance studio perform in the community? ...............................................31

6.

Value placed on community engagement ..............................................................31

7.

How often does the studio perform in the community? .........................................32

8.

Are community events held in the dance studio? ..................................................32

9.

How often are community events held at the dance studio? ..................................33

10.

Gain students through community performances ..................................................34

11.

Primary goal of community engagement ...............................................................34

12.

Porter’s Five Forces Model ....................................................................................36

13.

Dance studio per zip code ......................................................................................37

14.

Criteria for hiring dance instructors .......................................................................38

15.

Creating customer loyalty ......................................................................................38

16.

Difficulty finding a space to purchase ...................................................................39

17.

Difficulty finding rental space ...............................................................................40

18.

Cost to start a dance studio ....................................................................................40

19.

Limitations owning a dance studio ........................................................................41

ix

FIGURE
20.

How do dance studio’s stay current? .....................................................................42

21.

Student enrollment .................................................................................................42

22.

Majority age group in dance studio .......................................................................43

23.

Class prices ............................................................................................................44

24.

Reasons students leave dance studio......................................................................45

25.

How are students retained ......................................................................................45

x

1

CHAPTER I
INTRODUCTION
Goal of Thesis
The goal of this research was to discover similarities and differences between Colorado
dance studio owners’ definitions of success, community engagement, and business acumen. This
study was designed to help inform current and future dance studio entrepreneurs of the variety of
skills needed to maintain a dance studio, discover how community engagement may be an
instrumental part of studio culture, and how business strategies and goals manifest the owner’s
vision.
From 1970 to 1990, communities across the United States saw a tremendous amount of
growth in the number of private and community dance studios. This was most likely due to
advances in media, depictions of dance in movies and television, and an increase in middle class
Americans’ disposable income in the post-war economy. With greater numbers of dance schools
came an increase in the number of dance students. These dancers pursued their art by going on to
professional careers, higher education, and opening their own dance studios (Posey 44).
Consequently, as of October 9, 2022, there were 89,408 dance studio businesses in the United
Sates (IBISWorld).
The dance studio industry has experienced aggressive growth over the past 20 years, from
an estimated 13,000-17,000 dance schools in 2002, (Posey 47) to the over 89,000 schools in
2022 and continued a 3.7% growth per year between 2017-2022 (IBISWorld). The possible
driver of this growth could be from the effects of the No Child Left Behind Act. Enacted from
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2001-2015, this act focused the public education systems on success in math and literacy.
However, in many cases, this focus deprived funding for the arts in public education systems
across the country. Dance programs have appeared to have been disproportionately affected. The
National Center for Education Statistics (NCES) found in a 2009-2010 report that 91% of public
secondary schools offered formal music instruction, 89% formal visual art classes, 45% formal
theatre classes, and only 12% formal dance instruction (Elpus 2). This void of public-school
dance education programs was filled by dance studio programs outside of school, thus, “the
majority of dance instruction takes place in private studios” (Gilbert 27).
The increase in the number of dance studios engenders greater competition amongst them
which may improve the quality of dance education available to the public (Posey 47). Dance
studio owners may offer classes including ballet, hip hop, jazz, tap, contemporary, lyrical,
musical theatre, and more, to draw the attention of a greater number of students into their
program. However, other dance studio owners may choose to focus on one or two dance
techniques because they found it desirable to create outstanding dancers in only those genres.
Dance studios may have also offered competitive or performing dance programs to gain market
share. These programs required a large time commitment of both the students and parents.
Alternatively, a dance studio may pursue a recreational program that would allow for less
commitment from the student and parent. Nevertheless, dance studio owners were aware that, to
stay competitive, they needed to create a great product and have buy-in from the parents. Parents
want their children to be happy and studio owners want to be successful. Beatrice A. Richardson,
an early pioneer of dance education at Scripps College as well as an owner of a private dance
studio stated:
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Because I have directed a private studio for 25 years, I am well aware that the students’
attitudes toward dance are what keep the studio thriving. If students of any age feel safe,
happy, and engaged they tell their parents they want to keep dancing. Parents want their
children to be happy. (Gilbert 33)
Despite this general idea of matching a dance studio’s program to parent and student
expectations and interests, industry standards for dance studios have not existed. This contrasts
with public school dance education programs where National Core Arts Standards in Dance were
expected to be met. Elsa Posey, who founded National Registry of Dance Educators and has
dedicated her professional life to dance education research and creative dance for early
childhood education, found that dance studios often reflected the image the public holds of dance
and not necessarily artistic standards (46). Images that the public held of dance could be seen on
television shows, YouTube videos, TikTok, Instagram, and other technological platforms that
promote dance. The dance studio owner must decide which of these trends, if any, would be
promoted in their studio. This created competition amongst dance studios and a need for dance
studio owners to leverage their business acumen and clearly define their mission and values
regarding how they wanted to market their services to current and future clientele.
Traditionally, dance classes have taken place in-person at a designated space that was
large enough to accommodate instruction and movement. The COVID-19 pandemic disrupted
this traditional format due to social distancing and the temporary closure of public and private
gathering spaces. The inability to meet and dance in-person fueled the popularity of on-line
dance platforms. This created further competition for dance studios as many classes went to this
on-line format, potentially disrupting local markets. For instance, famous choreographer Matt
Steffanina has had more than twelve million subscribers on YouTube, far more dancers than his
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local market supports. Another example was the 1 MILLION Dance Studio, the largest dance
studio account on YouTube, having 22.8 million subscribers (The Studio Director Team). These
staggering numbers represent a new market and opportunity, as well as competition, for dance
studio owners. With this online focus, studio owners have had to become more technically savvy
by marketing their programs and competing on these platforms as well.
Despite this increased online presence, recovering from the COVID-19 pandemic has
emphasized the importance of bringing dance back into the community and not just on screen.
Dance studios have had the power to choose if and how much they engage in their community.
Community engagement could be seen in different ways, for example, performing at local
festivals, workshops where the community was welcome to take a free class, or going into local
schools and nursing homes to perform. The isolation that the COVID-19 pandemic brought to
the performing arts presented a unique opportunity to explore the ways in which private dance
studios engaged in the community and how this benefitted the studio and their dancers. “The
experience of dance in community with others, along with reflection on experience, might be a
pivotal fusion that supports growth in young adults” (Giguere 278). The importance of dance and
community engagement could also be seen in Alvin Ailey’s program, “Take, Make, and See
Dance.” Arts in Education and Community Programs stemming from the belief that dancers
should give back to their community through arts education. This type of engagement could
benefit the dance studio, performers, and community by creating an environment for dance to be
experienced in a non-traditional atmosphere where the community and dancer may interact with
one another.
Despite the aforementioned importance of understanding success, community
engagement, and business acumen for dance studios, little was known about how Colorado dance
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studios approached their businesses, defined their success, and engaged with their communities.
Understanding the answers to these questions may help current and future entrepreneurs define
their dance studio’s business model, its place in the community, and how success would be
measured. This research brought insight into these factors which were critical for success in
dance studio business and help future business leaders and artists navigate this dynamic and
growing market.
Purpose of Study
The three primary purposes of this study were to determine how privately owned
Colorado dance studios defined their success, engaged with the community, and implemented
business strategies to create a thriving business. This information may inform current and future
dance studio entrepreneurs of the skills and approaches needed to create a business that endures
for years, becomes a staple in a community, and provides the owner with the proper mixture of
artistic satisfaction and financial/business fortitude.
Generally acquiring wealth, recognition, and growth has been the common factor for
which business owners have been judged on their success (Gorgievski et al. 207). However, how
would business owners define their success if other criteria were judged? Would their definition
of success truly come down to wealth, recognition, and growth, or would other criteria such as
work life balance or giving back to society play a more dominate role in their definition of
success? Community engagement could be an important factor for a dance studio. Researcher,
Emily Caldwell, found that Alvin Ailey American Dance Theater, Mark Morris Dance Group,
and RIOULT Dance New York’s community outreach programs all had concrete curricular
plans, strong mission statements about their educational outreach programs, and regularly
assessed the effectiveness of their programing, making these by all accounts successful and well-
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established programs. The structure of these three distinct criteria could be beneficial for dance
studios that may perform in the community but have not fully realized what their goal was for
providing this service. The current study comprehensively evaluated community engagement
within contemporary concert dance companies and related it to the business strategies and
owner’s views of success for the dance studio.
Dance studios have presented a unique set of challenges when compared to owning other
types of small businesses. The owner sought to find a balance of clientele size, styles of dance,
marketing techniques, profit, community involvement, and personal satisfaction. Thus, having a
strong business acumen was vital for staying competitive. According to the website, Elgood
Effective Learning for Improved Performance, founder Christine Elgood, remarked that business
acumen could be comprised of three factors: knowledge, skill, and ability. “Knowledge” had
three key elements: financial knowledge was understanding how a business used it resources,
organizational knowledge was being abreast on the business’ procedures and processes, and
contextual knowledge was the owner’s ability to relate what happened outside their immediate
environment to situations in the workplace. “Skill” encompassed self-awareness as it related to
the owner’s actions and decisions and how that would affect the business. Stakeholder awareness
was the owner being in line with the stakeholder’s interests, needs, and how the business would
impact them. Finally, “Ability” looked at being able to deal with ambiguity and link cause and
effect. An owner would not be able to predict all the good and bad situations that came with
business ownership, but they must decide what was sufficient and continue forward. Ability also
linked cause and effect. For instance, what if the owner opened more classes and hired more
teachers but the classes did not fill, or if an owner opened a second dance studio that was not as
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successful as the first? Each of these factors would be vital for an owner to be aware of to
support the longevity of a thriving dance studio.
The benefit of this research was that it was directly engaging the dance studio owners.
This would contribute to the pertinence of the study and to the dance industry in Colorado. It
could also aid with the generalizability of the findings to the greater dance field. Furthermore, it
generated data specific to the dance industry, and the research would help to define a common
language for studio owners to approach their business in terms of building goals and successes in
the dance studio experience. The essential questions that focused this research study were:
Q1

Why is it important for dance studio owners to define success for themselves?

Q2

What can be gained by the community, students, and studio owners bringing
dance into the community?

Q3

What makes a dance studio stand out in the marketplace?

Significance of the Study
The value of this study lied in its research approach and the central importance of its
research questions to key issues involved in the ownership and management of dance studios.
The three central aspects being researched were: (1) how dance studio owners defined their
success; (2) how, why, and if they engaged in their community’ and (3) their business acumen.
This study directly engaged studio owners to explore these topics and measure the importance of
these ideas in both a qualitative and quantitative manner
The idea of success may be profit, work-life balance, size of studio, giving back to the
community, or artistic vision. How people defined success has not been the same for everyone
and this study helped elucidate the similarities and differences specific to dance studio
ownership. Furthermore, analyzing what owners and students gained or did not gain from
engaging with their community through performances or outreach was pertinent to many studios
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and their owners. It further investigated how community engagement integrated into the overall
operations or goals of the studio. Finally, delving into dance studios’ business acumen would
provide insight to current and future dance studio entrepreneurs and could provide guideposts for
the development of dance studios to come as the industry has continued to see substantial
growth.
Dance studio owners would find value in this study because of the data gathered from a
broad and diverse group of studio owners, trends, strategies, and studio models. This diversity of
study subjects would aid in its pertinence to personal and business goals in the field of dance
studio ownership.
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CHAPTER II
LITERATURE REVIEW
In attempting to identify different areas of importance in Colorado dance studios, the
researcher defined three distinct areas of focus: dance studio owners’ definitions of success, their
community engagement, and business acumen. The subsequent literature review lays the
foundation for past related research and how the current research fits into previous bodies of
work.
What is Success
Who Defines Success?
The Merriam-Webster Dictionary has defined success as “the attainment of wealth, favor,
or eminence.” Dance studio owners may define their success in various ways that may or may
not align with this definition. Elizabeth A. Walker articulated this idea, in a general sense, for
entrepreneurs in “Small Business Owners’ Measures of Success” stating,
There has been an assumption that financial criteria are the most appropriate
measure of success, regardless of the size of the business. This assumption fails to
take into account the fact that small businesses are not scaled down versions of
larger businesses, or that small business owners might not use financial criteria as
their principal success measure. (iii)
Walker’s research found that, “personal satisfaction and personal achievement were valued more
highly than wealth creation.” (iv). This research focused on the property and business services
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industry in Australia, and it was unclear how her findings may pertain to the dance industry in
the United States.
Dancers generally opened their own dance studios because of their passion for dance and
as an avenue to share the art form they love with other people and the surrounding community.
In this respect, Walker’s idea of personal satisfaction may be reflected in dance studio owners.
Elsa Posey was the owner and director of Northport’s Posey School, a dance studio in New
York, past president of the National Dance Education Organization (NDEO), current president of
the National Registry of Dance Educators, and a respected international dance scholar. She
stated,
Although some dance teachers may have received little in the way of vocational or
professional education in their chosen profession, most sincerely loved teaching dance to
children. Most importantly, they were willing to work hard to learn what they needed to
know to succeed in the dance school business. (Posey 45)
Similar research of small businesses in the Netherlands conducted by Marjan Gorgievski, et al.
concluded that, “the most widely used success criterion was personal satisfaction while profit
ranked second” (23). Gorgievski’s, et al. study set criteria for which business owners could rank
their success. These criteria included: personal satisfaction, profitability, satisfied stakeholders
(clients and employees), work-life balance, innovation, firm survival/continuity,
utility/usefulness, contributing back to society, public recognition, and growth.
As demonstrated in the aforementioned studies, wealth creation may not be the primary
goal of small businesses. This notion was unsubstantiated in the dance industry. It was unclear if
dance studio owners would weigh their personal satisfaction over wealth creation. Jessica Rosina
found in her research, “Choosing the Right Steps: Management Decisions of Dance Businesses,”
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that many owners gauged profit to be a large fraction of “success” in private dance schools (30).
There was limited data on the financials of private dance studios, and this research may
contextualize Rosina’s conclusion on profit and how dance studio owners defined their success
with regards to profit versus personal satisfaction.
Gender and Success
In Jan Van Dyke’s article “Gender and Success in the American Dance World” she stated
that, “girls outnumber boys and women outnumber men in virtually every dance school and
studio, whether modern, ballet, or jazz” (3) and “young women from a broad socioeconomic
spectrum” (1) were frequently intrigued by the art of dance. With this interest came the
aspiration of one day becoming a performer, teacher, dance studio owner, or “making it” in the
dance world. More than eighty percent of dancers and choreographers were women (The Studio
Director Team), and it may also be the case with dance studio ownership.
When it came to men in the field of dance, the Dance Data Project (DDP) had three
separate reports that included information about men in the dance world. It was reported in 2021
that seventy-one percent of the artistic directors of the largest fifty U.S. ballet companies were
men while only twenty-nine percent were women (“Global Ballet Leadership Report” 2). This
differed in the fifty largest U.S. contemporary and modern dance companies as the distribution
was relatively equal between men and women (“Largest Contemporary and Modern Companies”
9). In 2022, it was reported that women outnumber men in collegiate dance faculty as well as
hold advanced degrees (master’s or doctoral) at a greater rate than men. However, men still
occupied more full-time positions in colleges and universities and were likely to hold the role of
dean rather than women (“Collegiate Faculty Report” 2). Thus, gender did play a role in how
successful women would be in the dance field. This could possibly lead to more women opening
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their own dance studios where they could create financial independence, avoid being
marginalized, and set a positive career example for other female dancers.
Another important consideration of women in dance was the choice to have a family.
Women who owned their own small business often did so to balance domestic responsibilities
with livelihood as “women are still expected to be the primary nurturer and caregiver in the
family” (Muñoz-Fernández, et al. 6). Thus, as a studio owner, women could determine their
work schedule to be as harmonious as possible with these extra responsibilities (Walker and
Brown 580). Finding work-life balance may be one of the aspects of how female dance studio
owners defined their success along with profit as thought in Rosina’s study.
Dance in the Community
History of Dance in Communities
Since before recorded history, communities have danced. In prehistoric cultures,
community dance was often led by shamans to celebrate a successful hunt, birth, marriage, death,
religious ceremony, or festival that recognized seasonal events. The details of dance often
correlated with the complexity and sophistication of the society (Kassing 19). Dance was also
important in communities during the Middle Ages and Renaissance. Feudal lords would hold
grand banquets for the entertainment of guests while peasants danced for secular or sacred
purposes. Dance was not limited to one community, class, or gender but rather it was a common
language that brought people together for entertainment, rituals, and community building. This
community building has continued into the 21st century as dance has taken on other important
forms that included education, mental health, and a way to relate to our ever-changing society.
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Current Role of Dance in the
Community
When choreographers and dancers invested in community dance practices, they created
possibilities through a give and take with each other. This could include the invention of
movement, a reflective engagement with the subject matter, or the shaping of the dance itself
(Barr 116). In Simone Ferro and Meredith W. Watts’ research article, “Dance Performance:
Giving Voice to a Community,” the dance researchers partnered with the University of
Wisconsin and the Walnut Way Conservation Corporation to obtain an oral history of the
community. This history was then translated through choreography by university dance students
into a community performance (62). This project represented a shift from previous traditions of
dancing as a community, to rather interpreting the history of a community through dance.
In the academic field of dance studies, ethnographic methods often are used to study
dance as the object of research, or to study dance as a window on a particular culture. It is
possible to invert this process by using research methods such as oral history and
ethnography to produce raw material for the creation of new dance works. (Ferro and
Watts 62)
Unlike previous times, it has been uncommon for communities to come together to dance in
celebration of old traditions such as harvest or the changing of seasons in the 21st century.
Nonetheless, shared experiences and special events in the community still has held an important
place for family and traditions. Local dance studios have held an important position in their
community by providing community members and families dance education, charitable projects,
and local events. In this way, the community may benefit from the cultural and artistic
enrichment of dance, while the dance studios increased their market visibility, clientele, and gave
its students an opportunity for volunteerism.
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Dancers’ Experience in the
Community
For a young dancer, dance has often been about the performance. Dancers spent months
perfecting choreography to be performed to their families, friends, and communities in what was
commonly known as a recital or concert. This aspect could be entertaining to watch and
beneficial for the performing dancer. Performance built skills such as self-confidence, non-verbal
and kinetic communication skills, and interpersonal as well as group dynamic skills.
Many dance schools participate in competitions where students also learn performance
skills. The educational processes behind the competition experience enable students to
become stronger dancers, appreciate the talent of other dancers, learn that hard work is a
necessity if they are to perform well, and develop the drive and inspiration to become
better dancers. (Posey 45)
Furthermore, the benefit to community engagement was that dancers may experience
personal growth, gained confidence, and improved self-esteem when they collaborated with the
community at large (Barr 121). It was important for dancers to realize that dance involved
collaboration, inclusion, and the ability to process different approaches to dance. In Miriam
Giguere’s research paper, “The Impact of Community Engagement Through Dance on Teen and
Young Adult Dancers,” she discovered that dancers who engaged in the community through
dance and reflected on their experiences realized greater growth of themselves as young adult
dancers (277). She stated, “The experience of dance in community with others, along with
reflection on experience, might be a pivotal fusion that supports growth in young adults.”
Giguere felt, however, that her research on how community engagement affected dancers’ selfesteem and empathy was incomplete (278). This research may bring new insight by generating
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more information on self-esteem, empathy and how community engagement affects dancers and
studios in this regard.
Business Acumen for a Dance Studio
What Happens After Attaining a
Degree in Dance
It was likely that most university dance majors have been taught at private dance studios
around the country. This may be the case because only 12% (i.e., 2,880) out of the approximate
24,000 high schools in the United States offered formal dance instruction (Elpus 2), whereas
there were currently 89,408 dance studios reported in the United States as of 2022 (IBISWorld)).
After attending college or receiving their degree, some of these dance majors aspired for a
professional career, while others became dance educators, and some became dance studio
owners. These aspirations were not all equally supported as many university programs did not
offer course work in the practical business aspects of dance but rather courses in performance
and choreography. Thus, Posey pondered where dance school entrepreneurs could go to learn the
business and professional skills that were needed to pursue a career as a studio owner (45).
Jeanne Palmer-Fornarola, dance lecturer at the University at Buffalo and a former dance
studio owner, addressed this issue in her article, “The Business of the Dance Studio Including the
Concerns of Studio Ownership in Dance Education.” She pointed out that most university
programs continued to teach choreography, dance history, social dance forms, and kinesiology.
She noted that students were not prepared to develop their own dance studio because they lacked
instruction on the practical aspects of dance studio ownership. Palmer-Fornarola taught and
proposed that other university dance programs should invest in course work that was centered
around the business of dance studio ownership.
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To this end, Palmer-Fornarola taught on the following subject matters in her Teaching
Methodology course: how to get started, developing a mission statement, brochure evaluation
workshop, forming partnerships, developing a name, choosing profit or non-profit, role of an
attorney, negotiating a lease, demographic and marketing research, paying employees, taxes,
insurance, pricing classes, class registration, hiring staff, studio communication, dress code,
recitals, and recital alternatives. These tools assisted university dance majors to develop a
concrete plan for a successful business career in dance studio ownership. As these dancers
created studios, they had the potential to generate a large clientele of students with a positive and
rewarding dance education. This created a promising future for both performers and audience
members of dance. It also fostered growth for the dance industry and supported thriving
businesses for studio owners (Rosina 3).
What Does Business Acumen Mean
for a Dance Studio?
In the book Growing Your Dance Business, Anne Walker targeted many aspects of
running a successful long lasting dance studio with strong business acumen. First, dancers and
dance teachers who have become dance studio owners needed to realize they were professionals,
and they should not underestimate themselves (A. Walker 7). Doing so could be harmful to their
business and the dance studio industry. Second, many people wanted to be part of a club, group,
or family; strong business branding may help students feel like part of the dance studio “family”
(A. Walker 25). Lastly, dance studio owners needed to have a vison and should be able to
integrate their purpose, goals, and values into that vision (A. Walker 17). The more business-like
a dance studio appeared, the more respect the clientele would have for the establishment.
“Building an awareness to the benefits of dance is the number one task for marketing in an art
organization” (Rosina 15).
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Business acumen was more than just knowing about the field of dance or being a “good”
teacher, educator, or dancer. It was about solving problems, making decisions, and understanding
your clientele. “In order to attract the most consumers, leaders in the field have outlined different
management decisions such as marketing campaigns, administrative techniques and educational
programs” (Rosina 13). The Studio Director Team a cloud-based, dance studio software
management program, outlined “10 Commandments for Running a Dance Studio.” It specified a
list of skills and expertise in business acumen necessary for the field of dance studio ownership
and included information such as:
1.

success has little to do with dance;

2.

there is a need for a strong team;

3.

knowing how to manage customers problems;

4.

becoming comfortable with uncertainty;

5.

having a niche;

6.

offer something unique;

7.

getting involved in the community;

8.

getting specific with money;

9.

tracking marketing results; and

10.

streamline as many aspects of a dance studio business as possible.

The Studio Director Team business acumen was similar to what Palmer-Fornarola
suggested for her Teaching Methodology students as well as the information found in Anne
Walker’s Growing Your Business. Defining a business acumen for dance studio owners may
provide a common language and meaning that assisted in creating strong businesses in the dance
industry. It may also provide substantial support for dance studio entrepreneurs that were coming
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from university dance programs, professional dancers transitioning in their career, or passionate
dancers that were wanting to obtain their dream of dance studio ownership. Finally, this research
project may inform future curricula about business acumen and the preparation of dancers for
studio ownership.
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CHAPTER III
METHODOLOGY
Study Design
This research study aimed to identify how Colorado dance studio owners defined their
success, interacted with community, and implemented successful business strategies. The
researcher used the following essential questions to guide the study:
Q1

Why is it important for dance studio owners to define success for themselves?

Q2

What can be gained by the community, students, and studio owners bringing
dance into the community?

Q3

What makes a dance studio stand out in the marketplace?

The researcher created a survey using Qualtrics, a web-based survey tool that was used for data
collection and to conduct survey research, that was provided by the University of Northern
Colorado. The survey was sent to 176 dance studios that were located in Colorado cities with
2020 census populations of 100,000 or more. The survey included three sections: (1) Definition
of Success, (2) Community Engagement, and (3) Business Strategies, as they pertained to the
owner of the dance studio. Within each section, there were qualitative and quantitative questions
to allow for measurable data as well as personal feedback of each topic. The survey was sent out
in February 2022 with additional follow-up emails to encourage participation.
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Preparation of Study
The researcher submitted a formal request to the Institutional Review Board (IRB) at the
University of Northern Colorado (UNC). The IRB submission was approved and included the
purpose, methods, benefits, and risks of the study (see Appendix A). The participants were asked
to sign a consent form which outlined the focus of the research project. They were made aware
that their participation was voluntary and could withdraw from the project at any time (see
Appendix B). The researcher focused on dance studios located in Colorado cities that had a
population of 100,000 or more. The 2020 Colorado census was used to identify the cities which
included: Denver, Colorado Springs, Fort Collins, Lakewood, Thornton, Arvada, Westminster,
Pueblo, Greeley, Centennial, and Boulder. Upon identification of the cities, the researcher
utilized a google search to locate dance studios in these cities using the terms “dance studio, city
name” upon which a list of dance studios was generated for each municipality. The physical
location of each dance studio was confirmed by cross-referencing the listed address on the dance
studio website of the studio with the municipal boundaries in question. The data collection relied
on updated websites that the dance studios provided online. A secure google spreadsheet was
compiled with the studio name, addresses, phone number, and email that would be used by the
researcher to communicate with survey participants if follow-up information was needed. A
social media recruitment email created by the researcher and was also sent to the participants
(see Appendix C). Data were collected and stored within the Qualtrics platform, which generated
graphs, charts, and diagrams to evaluate and present the outcome.
Survey Design
There were three sections included in the online survey: (1) Definition of Success, (2)
Community Engagement, and (3) Business Strategies. Each section contained survey questions
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directed to the owner of the dance studio and were designed to elicit qualitative and quantitative
responses (see Appendix D).
Section one (Definition of Success) had thirteen questions using the Likert scale; a scale
which ranged from “not at all important” to “extremely important.” Many of the questions were
derived directly from the success criteria model based off Gorgievski’s, et al. 2011 study of
Dutch small business owners. Examples of such questions include, (1) How important is
personal satisfaction in your role as a dance studio owner, (2) How important is balance between
work life and private life, and (3) How important is community engagement. Using these same
questions increased the generalizability of the study and allowed for easy comparison to the
research results of Gorgievski, et al. Two open-response questions were also included: (1) How
would you define success as it relates to your dance studio and (2) How would you define failure
as it relates to your dance studio. Having dance studio owners evaluate their success may
contribute to the physical, social and economic well-being of themselves as well as their
business.
In section two (Community Engagement), there was not an applicable study related
directly to dance studio ownership and community engagement. Consequently, ten original
questions and two open-response questions were constructed. These questions were designed to
provide an overview of dance studio community engagement in cities with a population of
100,000 or more in Colorado. Examples of these questions include: (1) Does your studio perform
in the community, (2) Does your studio gain students through community performances, and (3)
What is the primary goal of community engagement for your studio? The two open-response
questions included were: (1) Discuss one or more activities you currently do to engage with your
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community and (2) Discuss one or more activities you want to do in the future to engage with
your community.
In Section three (Business Acumen), Porter’s Five Forces was utilized to design the
survey questions. Porter’s Five Forces was a method to identify competition in an industry by
analyzing five aspects: bargaining power of supplier, bargaining power of customers, rivalry
among existing competitors, threat to access, and threat of substitution. This section included
thirty-three questions and one open-response question. The research asked a variety of questions
in this section focusing on one or more of the aspects in Porter’s Five Forces model. For
example: (1) Does your dance studio compete in competitions. This question addressed the
“bargaining power of supplier/buyer,” and (2) What pulls students away from your studio. This
question addressed the concept of “threat of substitution.” The open-response question was:
What makes your studio unique, which addressed the “bargaining power of the supplier.”
Through the use of Qualtrics, the researcher used qualitative and quantitative methods to
analyze the research. Direct questions in each section asked for a specific answer while others
required a more open-ended response. These two methods supported the outcomes of the study
by supplying both quantitative and qualitative data and helped identify common themes or
differences in the research.
Summary
The goal of this research was to discover similarities and differences between Colorado
dance studio owner’s definitions of success and data pertaining to community engagement and
business strategies. This may help to inform current and future dance studio entrepreneurs of the
variety of intrapersonal skills needed to maintain a dance studio, how community engagement
may be an instrumental part of studio culture, and how business strategies and goals realized an
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owner’s vision. Qualitative and quantitative methods were used to analyze the data to allow for a
clear understanding of how Colorado dance studio owners define the above questions.
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CHAPTER IV
DISCUSSION
The goal of this study was to explore the similarities and differences in what manner
Colorado dance studio owners defined their success, engaged with their community, and
implemented business strategies. The researcher emailed a survey to 176 dance studio owners
that resided in Colorado cities with 100,000 resident’s or more. The survey contained three
sections: Definition of Success, Engagement in the Community, and Business Strategies. Sixty
participants responded to the survey with fifty-eight complete responses. This chapter details the
outcomes of the quantitative and qualitative data gathered from these respondents.
Dance Studio Owner’s
Demographics
Demographic data of the respondents indicates that 30.51% of these dance studio owners
are between 41-50 years old, 22.03% are between 51-55 years old, and 20.34% are greater than
55 years of age. A smaller number or respondents were younger than age 41 (see Fig. 1).
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Fig. 1. Age of owner

Participants provided information about their level of education reporting that 37.29%
had a bachelor’s degree, 23.73% had a master’s degree, and 23.73% had a high school degree or
equivalent (see Fig. 2).

Fig. 2. Dance studio owner education level
When asked “how many years has your dance studio been in business,” 22.03%
responded being in business for five to ten years, 18.64% for sixteen to twenty years and 16.95%
for eleven to fifteen years, and 11.86% responded that their studio had been in business for
greater than 40 years (see Fig. 3).
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Fig. 3. Years Dance Studio has been in business

Participants were asked to categorize their dance studio as Recreational, Pre-professional,
or a combination of both. Over two-thirds of dance studio owners considered their studio to be a
combination. A small minority considered themselves to be pre-professional (see Fig. 4).

Fig. 4. Type of studio

Definition of Success
Quantitative Data
The first section, definition of success, asked the question, “Rank what you believe to be
the most important aspect of defining your success as a dance studio owner.” Thirteen criteria of
success were presented, and the participants were asked to rank these criteria using the Likert

27
scale ranging from “not at all important’ to “extremely important.” The success criteria presented
in this survey included:
1.

personal satisfaction,

2.

profitability of the studio,

3.

satisfied Clients,

4.

balance between work and private life,

5.

innovation (i.e., variety of classes, unique performance experiences, variety of
instructors),

6.

dance studio survival (dance studio staying in business for greater than five
years),

7.

contributing back to society (i.e., Food drives, supporting local non-profit
organizations, etc.),

8.

public recognition/studio recognition,

9.

growth of your studio,

10.

community engagement,

11.

studio culture (i.e., passion for dance, family friendly, healthy peer relationships),

12.

student achievement in the studio (i.e., mastering advanced technical abilities),
and

13.

student achievement after graduation (i.e., studying dance in college, professional
Dance career, teaching dance).

The results from this survey question indicated that 78.33% of Colorado dance studio
owners in populations of 100,000 or greater ranked “satisfied clients” and “studio culture” as
being “extremely important.” The mean (M) was 4.75 and the standard deviation (SD) was 0.5
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which indicated responses to these two aspects were tightly clustered towards “extremely
important”. “Dance studio survival” was “extremely important” and had a 51.67% response rate
followed by 48.33% that reported “personal satisfaction” as “extremely important.” Fifteen
percent ranked “profitability of the studio” as “extremely important,” the mean was 3.07 which
indicated average respondents ranked it as “somewhat important“ but with a wide standard
deviation of 1.25 (see Table 1).

Table 1
Response to “Rank What You Believe to be the Most Important Aspect of Defining Your Success
as a Dance Studio Owner”

Success Criteria

% Ranking
Extremely Important

M

SD

Satisfied clients

78.33

4.75

0.50

Studio culture

78.33

4.75

0.50

Dance studio survival

51.67

4.35

0.83

Personal satisfaction

48.33

4.23

0.94

Community engagement

40.00

4.10

.85

Student achievement in the studio

33.33

3.90

0.91

Innovation

31.67

3.97

1.03

Balance between work and private life

30.00

3.82

0.99

Contributing back to society

30.00

3.65

1.15

Growth of studio

26.67

3.87

0.90

Public/studio recognition

20.00

3.50

1.04

Profitability of the studio

15.00

3.65

0.93

Student achievement after graduation

11.67

3.07

1.25

N = 60
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Qualitative Data
Two qualitative questions were presented in the survey: (1) How would you define
success as it relates to your studio and (2) How would you define failure as it relates to your
studio? Responses to question one varied but similar overarching ideas appeared that included
client satisfaction and studio culture were of high priority. The following quotes were
emblematic of these emerging themes. When answering question one (How would you define
success as it relates to your studio?), a participant stated that, “Having a thriving community
physically, financially, socially, emotionally, and spiritually and being able to give back to our
greater community is sign of success.” Another dance studio owner reported that,
Dancer’s success in and out of the studio, producing not just good dancers but good
humans, keeping the studio afloat and being able to pay myself and my staff what they
deserve and maintain enrollment numbers at a certain mark or above profitability is how
success is defined.
A different participant shared that, “Customer and employee satisfaction is really important
along with long lasting relationships with both the students and our employees. Also any revenue
above breaking even is a win!” One dance studio owner stated that,
Their studio is successful if it provides a safe place for students to learn and grow
socially, kinesthetically, psycho-emotionally, and as confident members of civic society.
My studio is successful when it can provide these valuable services to all walks of life;
demographics determined by age, ability, and income.
Respondents also reported on question two (How would you define failure as it relates to
your studio?). One participant expressed that, “Failure in business would be if I didn’t provide
quality teachers that serve my dancers. Also, if my standing in the community had a poor
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reputation.” Another contributor mentioned that “Losing students to other studios and not
growing or gaining new students would be a failure.” One participant articulated that their,
Dance studio would consider themselves failing if it was not a safe place for kids to
thrive as they grow. If it became a place where entertainment was put before the art and
where kids were onstage moving and dressing in ways that over sexualized their bodies.
Failure would also be apparent if kids believed they were “less than” or “just
entertainment.”
The overarching theme that emerged from the respondent’s comments was, if a studio could not
retain its students, owners would consider that a failure.
Engagement in the Community
The second section of the survey, community engagement, contained nine quantitative
and two qualitative questions pertaining to how dance studio owners engaged in the community.
The quantitative data outlined six aspects of community engagement, while the qualitative
responses allowed for personal feedback from the dance studio owners regarding how they
engaged with the community and how they would, in the future, like to engage in the
community.
Quantitative Data
The participants were asked if their dance studio performed in the community. A large
majority responded “yes,” while a minority responded “no” they did not perform in the
community (see Fig. 5).
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Fig. 5. Does the dance studio perform in the community?
The Likert scale ranging from “strongly agree” to “strongly disagree” was used for
responses to the statement “I believe that my dance studio places high value on community
engagement.” The studio owners that “strongly agreed” were 46.67 of the respondents, while
those that “strongly disagreed“ were 3.33% of the respondents (see Fig. 6).

Fig. 6. Value placed on community engagement
When asked “how often their studio performed in the community,” over half of the
participants concluded that they performed in the community a “few times” a year, while others
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reported they performed in the community “monthly” and some reported only once a year (see
Fig. 7).

Fig. 7. How often does the studio perform in the community?

Participants were also asked if they held community events in their studio space. Just
over half reported “yes” (see Fig. 8).

Fig. 8. Are community events held in the dance studio?
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Of the 55% who reported “yes” in Fig. 8, a majority indicated that they held community
events in their studio a few times a year (see Fig. 9).

Fig. 9. How often are community events held at the dance studio?
The survey asked, “Does your studio gain students through community performances?”
and respondents could choose from “never,” “rarely,” “sometimes,” “often,” and “always.”
Participants reported 54.55% that “sometimes” they gained students through community
performance, while 18.8% answered “rarely,” and 16.36% said “often,” while only 7.27%
reported “always” (see Fig. 10).
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Fig. 10. Gain students through community performances
When participants were asked “What are the important goals of community engagement
for your studio,” 79.63% responded “being part of the community, giving back” followed by
75.93% indicating “performance experiences for the dancers” and 62.96% reporting “studio
recognition/advertising your studio” (see Fig. 11).

Fig. 11. Primary goal of community engagement

Qualitative Data
The researcher asked the participants to discuss one or more activities they currently did
to engage with the community and one or more activities they would like to do in the future to
engage with their community. In response to what activities they currently did to engage with the
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community, one respondent said, “Raising money for local charities.” Another participant stated
that they, “Perform annually at local elementary schools, retirement communities, and hospitals.”
One mentioned, “Open houses, collaborative community events for our showcases, game nights,
community hikes/SUP, dinner nights, Friday afternoon clubs in the summer.” Another shared,
“We perform for many community events and festivals, we provide space for other groups for
meetings as well as their activity, we have cultural workshops and provide cultural displays.”
When asked “What is one or more activity they would like to do in the future to engage
with their community?” One respondent said, “Volunteer work.” Another expressed, “I want to
make our open houses bigger for the community in our collaborations! Also working on a lot of
free education for the community too.” One noted, “Workshops for disadvantaged or at-risk
youth and adults.” Another indicated, “We are working toward offering more opportunities for
our families to get involved and get to know each other.”
Business Strategy
The third and final section of the survey contained thirty-two quantitative questions and
one qualitative open-response question. These questions pertained to Colorado dance studio
owners’ business acumen which included knowledge, skill, and ability. The quantitative
questions have been separated into five categories corresponding to Porter’s five forces which
modeled the strengths and weaknesses that shaped an industry. These five categories included
rivalry among existing competitors, threat of new entrants, bargaining power of supplier,
bargaining power of buyer, and threat of substitution (see Fig. 12).

36

Fig. 12. Porter’s Five Forces Model

Rivalry Among Existing Competitors
Rivalry among existing competitors was the first of Porter’s five forces. The researcher
used this model to identify dance studio owner’s knowledge of their business market and their
ability to undercut their competition in various ways. Seven quantitative questions were created
to identify how studios may create rivalry with their competitors. The researcher found 57.63%
of dance studio owners did not know how many other dance studios existed in their zip code.
This was remarkable as over one-quarter of respondents noted four or more dance studios in the
same zip code, indicating significant geographic clustering and potential rivalry amongst the
many dance studios (see Fig. 13).
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Fig. 13. Dance studio per zip code

Further differences which could create competition amongst dance studios was the
education of the teaching staff. When asked “What is the criteria for hiring dance instructors,”
10.34% reported a degree in dance such as a Bachelor of Fine Arts, Master’s, or PhD while
65.52% selected “other.” When responding to “other,” the participants gave varying feedback on
what their criteria was for hiring dance instructors. One respondent said, “I train them, and I
decide if they are ready.” Another mentioned, “Their character and coach-ability to learn.” One
participant reported, “I did not get my degree in dance, I started at Cal Arts and after two years
left to dance professionally. My most talented teachers do not have degrees in dance. They have
incredible passion, and more experience than at just one school” (see Fig. 14).
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Fig. 14. Criteria for hiring dance instructors

Another aspect of competition was how a dance studio owner created customer loyalty.
Of all responses, 91.38% reported a supportive dance environment followed by 75.86%
indicating quality dance instructors. One dance studio owner summed up their feelings by
stating,” A commitment to modesty, clean music, and movements.” Another participant
mentioned, “Excellent customer service, communication and a variety of programming, while
another respondent added that their reputation of excellence were most important when it comes
to customer loyalty” (see Fig. 15).

Fig. 15. Creating customer loyalty
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Threat of New Entrants
A dance studio’s business was often affected by the threat of access into the market.
Another competitor’s ability to enter the market easily could weaken an existing studio. One
limitation to market entry was physical studio space. The researcher found that a large number of
Colorado dance studio owners found it was “extremely difficult” to purchase/own their space
(see Fig. 16).

Fig. 16. Difficulty finding a space to purchase

Participants were also asked to rate the difficulty of finding dance studio space to rent in
their desired area. Approximately one-third found it “very difficult” to rent a studio space (see
Fig. 17).
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Fig. 17. Difficulty finding rental space

The cost of starting a studio may create a barrier to accessing the market, thus,
modulating the threat of new competition. The researcher asked participants to estimate the total
cost that was needed to start their dance studio: 32.76% respondents indicated that greater than
$45,000.00 was needed to start their dance studio followed by 31.03% who indicated $1,000 to
$5,000 was required (see Fig. 18).

Fig. 18. Cost to start a dance studio
When asked “What were/are limitations you have encountered in running a dance
studio,” 58.62% of responses indicated finances followed by 32.76% specified finding dance
instructors and 29.31% responses indicated attracting customers. One participant shared that,
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“Creating an initial base of students” could be a limitation. Another respondent said finding
“trustworthy, honest office staff” and two dance studio owners reported “exhaustion” and
“burnout” (see Fig. 19).

Fig. 19. Limitations owning a dance studio

Buying Power of Supplier
Dance studio owners supply a service, and, like any other business, there has been a need
to stay competitive. Having unique business traits may be one way they stayed competitive in the
market. Participants were asked “How does your dance studio stay current?” Of the responses,
55.17% indicated having current professional dancers teach class and held master classes,
followed by 46.55% of responses indicating staff attendance at professional development events.
As a supplier of a service, dance studio owners were asked to qualitatively describe what made
their studio unique. One participant noted that, “Community outreach and performances make
students eager to learn and look forward to something.” Another stated, “I am the only hip-hop
studio in our town.” An additional response was, “I work with low-income students and give
them an opportunity to participate in dance.” Another response received stated, “We are an adult
drop-in studio where adults dance with other adults” (see Fig. 20).
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Fig. 20. How do dance studio’s stay current?

Buying Power of the Customer
The buying power of the customer in Porter’s five forces indicated the power that the
customer had on a business. This may include price sensitivity, differences between competitors
(i.e., other dance studios and number of customers). The age, number of students in a dance
studio, and pricing could affect customer subscription to the dance studio’s services. Dance
studio owners, when asked about the number of students enrolled in their dance studio, 27.59%
of respondents had 51-100 students, 25.86% had less than 50, and 24.14% had 101-250 students
(see Fig. 21).

Fig. 21. Student enrollment
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The researcher asked participants “What is the majority age group in your studio?” Of
respondents, 41.38% indicated students being greater than 18 years of age followed by 27.59%
being 6-10 years old and 17.24% 11-14 years old (see Fig. 22).

Fig. 22. Majority age group in dance studio
Dance studio owners were asked “How they price their classes?” Of respondents, 62.07%
specified at market value, similar to other dance studios in their area. while 17.24% indicated
they priced under market value compared to other studios in their area. Participants’ comments
included, “I should probably know what others are pricing at but I have no idea.” Another dance
studio owner mentioned, “We have been pricing below market but are starting to move our
prices up and one states their pricing is geared toward the community need” (see Fig. 23).
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Fig. 23. Class prices

Threat of Substitution
Markets with multiple dance studios gave customers the choice between one studio’s
service over another. The concept known as threat of substitution could occur on an industry
level for dance studios. Based on this study, 56.90% of responses indicated that involvement in
after school activities pulled students away for dance studios followed closely by 55.17% of
students not desiring further dance education and 48.28% were pulled away by other sports.
These other activities were considered to be a threat of substitution for dance studios. One
participant shared that dance students were pulled away from the dance studio due to “life events
and mental health crises,” while another respondent said, “Some people try it for a while and
then want to try some other form of exercise.” And one dance studio owner responded, “Some
students want more diversity than just ballet and modern dance training” (see Fig. 24).
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Fig. 24. Reasons students leave dance studio

The researcher asked dance studio owners how they retained their students. Of responses,
89.66% answered it was a supportive studio environment, followed by 63.79% indicating it was
engaging dance instructors and 48.28% competitive pricing. One participant commented, “We
used to have turnover before I got clear on who we are and where we are going. We do compete
but we are NOT a competition studio.” When asked how students were retained, one studio
owner shared that, “Community within the studio-we are like family.” Another participant
remarked that, “Being unique and inclusive in the dance community” was the main way to avoid
attrition and hold onto students (see Fig. 25).

Fig. 25. How are students retained
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Summary of the Discussion
This chapter presented quantitative and qualitative data collected from a survey of
Colorado dance studio owners in cities with populations of 100,000 or more. This data were used
to answer the essential questions presented in Chapter I and to discuss how Colorado dance
studio owners defined their success, engaged in the community, and created successful business
strategies. Discussion of the findings in Chapter IV is presented in the next chapter along with
how this information compared to previous studies.
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CHAPTER V
CONCLUSIONS
The three primary purposes of this study were to determine similarities and differences in
how privately owned Colorado dance studios defined their success, engaged with the
community, and implemented business strategies to create a thriving business. This information
may inform current and future dance studio entrepreneurs of the skills and approaches needed to
articulate how they would define success, create a business that endures for years, and become a
pillar in a community.
Research Methodology
The following research questions were used to guide this study:
Q1

Why is it important for dance studio owners to define success for themselves?

Q2

What can be gained by the community, students, and studio owners bringing
dance into the community?

Q3

What makes a dance studio stand out in the marketplace?

The qualitative and quantitative data revealed in this study were gathered using an anonymous
digital survey created and digitally distributed through Qualtrics. The participants were dance
studio owners who operated in Colorado cities of 100,000 or more people. The three essential
questions presented by the researcher guided the generation of survey questions and the
interpretation of the findings. Based on the survey, study design, participation, and results,
certain limitations and recommendations for future research were identified.
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Interpretation of the Findings
Essential Question One
The researcher sought to determine how dance studio owners defined their success.
Given the scarcity of publications on this topic in the dance industry, literature with respect to
other small business owners’ views of success was reviewed for background and comparison. To
further define the notion of success, a prior study by Gorgievski et al. concluded that, “The most
widely used success criterion was personal satisfaction while profit ranked second” (23), while
business author Elizabeth Walker’s study found that, “Personal satisfaction and personal
achievement were valued more highly than wealth creation” (iv). These two authors found
“personal satisfaction” was ranked as the number one criteria for measuring success in small
businesses while “profitability or wealth creation” was ranked second. It was unclear if these
findings were generalizable to the dance studio industry. For instance, Jessica Rosina’s study of
private dance schools found exception to these findings as profit was a large measure of success
for her subjects (30). The current study built upon the aforementioned literature, further
contextualizing the goals and motivations of dance studio owners. The researcher’s data
indicated that “satisfied clients” and “studio culture” were the most common aspects felt to be
“extremely important” when considering success. “Studio culture” was further defined as having
a passion for dance, a family friendly atmosphere, and healthy peer relationships. “Dance studio
survival” was the third most commonly identified “extremely important” aspect and was defined
as a dance studio being in business for greater than five years. In contrast to Gorgievski’s and
Elizabeth Walker’s studies, this study found that “personal satisfaction” was ranked fourth
amongst important aspects of defining success. Compared to Rosina’s findings, this study of
Colorado dance studio owners found that “profitability” was ranked twelfth in being “extremely
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important” when it came to defining their success. It was unclear as to why in the dance studio
owners’ responses in this study were not the same as in these prior studies. One possible
explanation could be the idea of competition, both within dance studios as well as with other
extracurricular activities (Fig. 24) that did not necessarily influence other types of businesses.
The clientele that dance studios served were mainly families of young children or adults who
could choose to take dance lessons from another studio (Fig. 22), harkening back to the quote in
Chapter II that said, “If students of any age feel safe, happy, and engaged they tell their parents
they want to keep dancing. Parents want their children to be happy” (Gilbert 33). When thinking
about success in this frame of mind, it made sense that Colorado dance studio owners ranked
“satisfied clients” as their number one definition of success.
Essential Question Two
The researcher wished to determine dance studio owner’s perceived benefits of bringing
dance into the community. These benefits were discussed in relation to students, the community,
and the dance studio owner. The findings revealed 86.67% of Colorado dance studio respondents
performed in the community and 46.67% strongly believed that their dance studio placed a high
value on community engagement (Fig. 6) at the time of the study. The research found
communities gained a high exposure to the arts through local dance studios, as over threequarters of all studios held multiple community performances a year, and just over half of dance
studios held community events in their studio space (Figs. 7 and 8). It was also found that studio
owners believed students gained performance experience and an opportunity to build dancer selfesteem when involved in their communities through dance. This aligned with Sherrie Barr’s
research, which described the benefits of community engagement in that dancers experienced
personal growth, gained confidence, and improved self-esteem when they collaborated with the
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community at large (121). To address the final component of the second essential research
question (What can be gained by the studio owners bringing dance into the community?), the
researcher discovered that studio owners gained students from community performances in a
near normal distribution, most replied “sometimes“ (Fig. 10). The most common goal for
community engagement amongst dance studio owners was giving back and being part of the
community. Local dance studios may hold an important position in their community by
providing families and community members with dance education, charitable projects, and local
events. In this way, the community may benefit from the cultural and artistic enrichment of
dance.
Essential Question Three
The researcher was interested in what made a dance studio stand out in the marketplace.
This study sought to find out if it was based on education of the studio owner, environment,
instructors, or other business nuances. The majority of studio owners held a college degree, of
which the most common was a bachelor’s degree. The specific field of study for these degrees
was not collected. This information may have better informed what skills and expertise were
needed in operating a dance studio such as a business degree or a degree in dance. It was
assumed by the researcher that most participants were dancers of varying levels and styles that
had a passion for dance and the desire to share it with others. To this end, the researcher was
reminded that Elsa Posey, director of Northport’s Posey school of dance, pointed out that some
dance teachers had no professional training but worked hard to learn what it took to run a dance
studio through other means beyond a degree in dance (45). This appeared to be the case for some
Colorado dance studio owners, as over one-third of owners in the study had a high school
diploma equivalency or associate degree (Fig. 2.), but further investigation would need to be
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performed. Furthermore, the researcher found a bi-modal distribution of cost to start a dance
studio. One-third of studio owners were able to start their business with a budget of $1,000-5,000
while another third started their business with a budget greater than $45,000 (Fig. 18). It was
unclear as to the cause of this discrepancy and it may depend on whether studio space was rented
or purchased, or perhaps different dance studio business models required different amounts of
supplies, communications, utilities, permits, advertising, lawyers, accounts, employee salaries,
and market research data. Nonetheless, the researcher found that dance studio ownership could
be achieved at different economic levels. In addition, over 89% of respondents cited that creating
a positive studio culture and a supportive studio environment were of extreme importance (Fig.
25). This aligned with Anne Walker’s discussion in her book, Growing Your Dance Business,
which stated that, “People want to feel like they are part of a family, group or club” (25).
Although the specifics of how studio owners created these positive environments was beyond the
purview of this study, it was notable that approximately three quarters of studio owners reported
that quality dance instructors were important in creating customer loyalty (Fig. 15) and almost
two-thirds of owners reported engaging dance instructors were important in student retention
(Fig. 25). The researcher also found that dance studio owners who had current professional
dancers teaching their regular classes along with hosting master classes was the most important
element in staying current in the dance studio industry followed by having staff attend
professional development events (Fig. 20). Just as researcher and author Elsa Posey found that
dance studios often reflected the image the public holds of dance (46), it could be hypothesized
that studios reflecting current society may allow them to stand out in a competitive dance studio
marketplace.
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Limitations of the Study
One limitation in this study was the urban location of the dance studio owners that were
surveyed. This limited the generalizability of findings to rural and some suburban settings and
may miss important trends and differences present in these locales. Considering that this study
was confined to the State of Colorado, it could be plausible that studio owners in other states
may have different models of success, community engagement, and business acumen, especially
in states with differing demographics. Another limitation may be sample size which was small
when compared to the overall number of dance studios in Colorado, which may be in excess of
three-hundred. Of the 176 surveys sent, the researcher received 60 responses: just over 34.0%. A
final set of limitations was the lack of detail regarding dance studio owners’ field of educational
degree, overall revenue of the studios, and the ability to correlate these and other variables based
on the limitations of the survey form.
Recommendation for Further
Research
Given the above limitations, further research could be conducted in small populations to
validate or refute the study’s findings and conclusions in these different locales. Repetition of
this study in other states with similar or differing demographics may also highlight specific or
generalizable findings. Additional research could also correlate variables such as studio size,
local competition (i.e., how many other dance studios reside in their zip code), and owner’s
definition of success to describe correlates and trends. Added information on studio revenue
would also be of value. Finally, future research could also focus on the startup costs for dance
studios and elucidate the differences between inexpensive and expensive dance studio models.
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Conclusion
Based on the results of this research study, Colorado dance studio owners were eager to
please their clients and create a safe and supportive environment for the students who entered
their doors. Studio owners, by and large, highly value their dance teachers. Most owners found
that being involved in their community was of great importance to them, their studio, the
community, and to their students. Colorado dance studio owners have had a strong vison of what
their studio values and mission were and how they defined success. Finally, dance studio owners
could lead long-lived and successful careers, and dance studios were likewise long-lasting, both
indicators of a healthy dance community.
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CONSENT FORM FOR HUMAN PARTICIPANTS IN RESEARCH
UNIVERSTIY OF NORTHERN COLORADO
PARTICIPANT SURVEY
Project Title:

Finding the Right Combination: An Exploratory study of Business
Acumen, Community Engagement, and Success Criteria in Colorado
Dance Studios

Researcher:

Ann Hunt
Graduate Student at the University of Northern Colorado.

Contact Information:

xxx-xxx-xxxx

Email:

hunt5969@bears.unco.edu

Research Advisor:

Christy O’Connell-Black
University of Northern Colorado

Email:

Christy.OconnellBlack@unco.edu

As the owner of a Colorado dance studio you are being asked to take part in a research study that
measures how you define success, engage with the community, and implement your business
strategy. The goal of this research is to discover similarities and differences between Colorado
dance studio owner’s definitions of success and data pertaining to community engagement and
business strategies. This will help to inform current and future dance studio entrepreneurs of the
variety of intrapersonal skills needed to maintain a dance studio, how community engagement
may be an instrumental part of studio culture, and how business strategies and goals realize an
owner’s vision.
Purpose of the study: The primary purpose of this study is to determine how privately owned
Colorado dance studios define their success, engage with the community, and implement their
business strategies to create a thriving business.
Page 1 of 2______
(Participants initials here)
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Participation: Please complete this survey online. By completing this survey online you are
consenting to participate in the study. Alternatively, you may print and return the survey and
consent form by mail to: Ann Hunt, 512 Colorado Blvd., Denver, CO 80206. The survey should
take approximately 10-15 minutes to complete and includes multiple choice and open-ended
questions.
Risks: Data may reveal different business strategies and choices personal to participant.
Your answers will be confidential. Every effort will be made to protect your identity. The
records of this study will be kept private. In any sort of report I make public, I will not include
any information that will make it possible to identify your studio. A code system will be used to
identify your dance studio. Your interview information will be compiled and evaluated
quantitatively and qualitatively. It will be specifically reviewed with respect to how privately
owned Colorado dance studios define their success, engage with the community, and implement
their business strategies to create a thriving business. The completed consent form will be
personally delivered and stored in Crabbe Hall, room 308, the office of Christy O’ ConnellBlack, Dance Education MA co-coordinator. All data will be collected and stored in a password
protected computer and will be destroyed after three years.
Taking part is voluntary: Taking part in this study is completely voluntary.
If you have questions: Please feel free to phone me, Ann Hunt, if you have any questions or
concerns about this research. Please retain one copy of this letter for your records. Thank you for
assisting me in my research. Ann Hunt
Participation is voluntary. You may decide not to participate in this study and if you begin
participation, you may still decide to stop and withdraw at any time. Your decision will be
respected and will not result in loss benefits to which you are otherwise entitled. Having read the
above and having had an opportunity to ask any questions, please sign below if you would like to
participate in this research. A copy of this form will be given to you to retain for the future
reference. If you have any concerns about you selection or treatment as a research participant,
please contact Nicole Morse, Office of Research, Kepner Hall, University of Northern Colorado
Greeley, CO 80639; 970-351-1910.

Participant’s Full Name/Signature

Date

Researcher’s Full Name/Signature

Date
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Social Media recruitment material:
Attention Private Dance Studio Owners in Colorado!
Participation in a UNC Graduate School Study is requested.
My name is Ann Hunt, and I am Graduate Student at the University of Northern Colorado
working towards my Master’s in Dance Education.
I would truly appreciate if you would take 5 minutes to complete this survey for my thesis
project.
The primary purpose of this study is to determine how privately owned Colorado dance
studios define their success, engage with the community, and implement their business
strategies to create a thriving business.
Your input, as a private dance studio owner in Colorado, will be invaluable to this study!
Sincerely,

Ann Hunt
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DANCE STUDIO OWNER SURVEY
Title of Project-Finding the Right Combination: An Exploratory study of Business Acumen,
Community Engagement, and Success Criteria in Colorado Dance Studios.

Survey
Participant Code: ______________
Date: ____________
Business Acumen
1.

Name of Dance Studio

2.

Owner(s) name

3.

Are you the original owner?
a.
b.
c.

Yes
No
Other, explain

4.

Age of owner(s)?

5.

Owner(s) education level?
a.
Less than a high school diploma
b.
High school degree or equivalent (e.g., GED)
c.
Associate degree (e.g., AA, AS)
d.
Bachelor’s degree (e.g., BA, BS, BFA)
e.
Master’s degree (e.g., MA, MS, Med)
f.
Professional degree (e.g., MD, DDS, DVM)
e. Doctorate (e.g., Ph.D., Ed.D.)

6.

What year did you launch your studio?
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7.

How many years has your dance studio been in business?
a.
b.
c.
d.
e.
f.
g.
h.
i.

Less than 5
5-10
11-15
16-20
21-25
26-30
31-35
36-40
Greater than 40

8. What is the dance studio(s) zip code?
9. How many other dance studios are within your zip code
a.
b.
c.
d.
e.
f.
10.

1
2
3
4
Greater than 4
I do not know

How many locations does your dance studio have?
a.
b.
c.

1
2-5
Greater than 5

11. Do you rent or own your dance studio space?
a.
b.
c.
12.

Rent
Own
Other

Rate the difficulty of finding dance studio space to rent in your desired area.
1.
2.
3.
4.
5.

Not difficult
Slightly difficult
Moderately difficult
Very difficult
Extremely difficult
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13.

Rate the difficulty of finding space to purchase in your desired area.
1.
2.
3.
4.
5.

14.

Where do most of your students live?
a.
b.
c.
d.

15.

Less than 50
51-100
101-250
251-500
Greater than 500

What is the majority age group in your studio?
a.
b.
c.
d.
e.

17.

Local community (same city, neighborhood)
Extended community (neighboring cities)
Across the state
Other, explain

Number of students enrolled in your dance studio?
a.
b.
c.
d.
e.

16.

Not difficult
Slightly difficult
Moderately difficult
Very difficult
Extremely difficult

1-5 year old
6–10 year old
11-14 years old
15-18 years old
Greater than 18 years old

What dance techniques are taught at your dance studio?
a.
b.
c.
d.
e.
f.
g.
f.
g.
h.
i.
j.

Jazz
Ballet
Hip hop
Tap
Musical theatre
Lyrical
Contemporary/Modern
Aerial
Acro
Cheer/Poms
Ballroom
Other, describe
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18. Does your studio have a performing company?
a.
b.
19.

Yes
No

Is your dance studio affiliated with a professional dance organization?
a.
b.

Yes, please state organization
No

20.

Does your studio compete in competitions?

21.

a.
Yes
b.
No
c.
sometimes
How many recitals or concerts does your studio hold per dance year?
a.
b.
c.
d.

22.

Do you consider your studio to be:
a.
b.
c.

23.

Recreational
Pre-Professional
A combination of both

How does your dance studio stay contemporaneous?
a.
b.
c.
d.
d.

24.

none
1
2
3 or more

Having current professional dancers teach dance classes or hold master classes
Students attend dance conventions
Staff attends professional development events
We prefer classical training techniques
other

How many full-time dance instructors are employed?
a.
b.
c.
d.

Less than 5
5-10
11-15
greater than 15
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25.

How many part-time dance instructors are employed?
a.
b.
c.
d.

26.

When hiring dance instructors what is your criteria?
a.
b.
c.
d.

27.

Word of mouth
Social media (i.e., Facebook, Instagram, Twitter)
Internet search
Location/signage
other

What is your presence on social media? (Facebook, Twitter, Instagram)
a.
b.
c.
d.
e.

30.

Mindbody
ZenPlanner
Dance Studio Pro
The Studio Director
Jackrabbit Dance
other, explain

What methods do you use to advertise?
a.
b.
c.
d.
e.

29.

Professional experience
Numbers of years instructing dance
A degree in dance (i.e., BFA, Master’s, Ph.D.)
Other, Explain

What platform is used to track your customers?
a.
b.
c.
d.
e.
f.

28.

Less than 5
5-10
11-15
greater than 15

Post at least daily
Post 2-3 days a week
Post Less than 2 days a week
No studio social media accounts
other, explain

How do you create customer loyalty?
a.
b.
c.
d.

Quality dance instructors
Competitive pricing
Supportive dance environment
other, explain
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31.

How do you price your classes?
a.
b.
c.
d.

32.

What pulls students away from your studio?
a.
b.
c.
d.
e.
f.

33.

Above market value, higher than other dance studios in your area
At market value, similar to other dance studios in your area
Under market value, lower than other dance studios in your area
other

Involvement in after school activities
Other dance studios
Students not desiring further dance education
Sports
Cost
other, explain

How do you retain your students.
a.
b.
c.
d.
d.

National Honor Society for Dance Arts program
Performing Company
Engaging dance Instructors
Competitive pricing
other, explain

34. What were limitations when you started your dance studio?
a.
b.
c.
d.
e.
f.
35.

Finances
Studio Space
Attracting customers
location
Finding dance instructors
Other, explain

Please estimate the total cost that was needed to start your dance studio. Please consider
these items when making you estimations. (Supplies, communications, utilities, permits,
advertising, insurance, lawyers and accountants, employee salaries, market research,
making a website).
a.
b.
c.
d.
e.

$1,000-$5,000
$5,001-$10,000
$10,001-$15,000
$15,001-$20,000
Greater than $20,000
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36.

What makes your studio unique?

Community Engagement
1.

Does your studio perform in the community?
a.
b.

2.

How often does your studio perform in the community
a.
b.
c.

3.

Yes, explain
No

Does your studio gain students through community performances?
1.
2.
3.
4.
5.

7.

Monthly
A few times a year
Once a year

Do you give away any promotional items at community performances?
a.
b.

6.

Yes, explain
No

How often do you hold community events in your dance studio?
a.
b.
c.

5.

Monthly
A few times a year
Once a year

Do you hold community events in your dance studio?
a.
b.

4.

Yes
No

Never
Rarely
Sometimes
Often
Always

Does your dance studio perform at local schools? If yes, what school level
a.
b.
c.
d.

Elementary
Middle or junior high
High school
No
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8.

What is the primary goal of community engagement for your studio? (multiselect)
a.
b.
c.
d.
e.
f.

9.

“I believe that my studio places a high value on community engagement.”
1.
2.
3.
4.
4.

10.

Performance experience for the dancers
Being part of the community, giving back
Studio recognition/advertising your studio
To recruit new dancers
To build dancer self-esteem
other

Strongly agree
Agree
Neutral
Disagree
Strongly disagree

“I believe that my studio can increase its community engagement activities.”
1.
2.
3.
4.
4.

Strongly agree
Agree
Neutral
Disagree
Strongly disagree

11.

Discuss one or more activities you currently do to engage with your community.

12.

Discuss one or more activities you want to do in the future to engage with your
community.

Success Criteria
1.

Personal Satisfaction in your role as an owner
1.
2.
3.
4.
5.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important
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2.

Profitability
1.
2.
3.
4.
5.

3.

Satisfied Clients
1.
2.
3.
4.
5.

4.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Innovation (i.e., variety of classes, unique performance experiences, variety of
instructors)
1.
2.
3.
4.
5.

6.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Balance between Work and Private Life
1.
2.
3.
4.
5.

5.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Dance studio survival, dance studio staying in business for greater than five years
1.
2.
3.
4.
5.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important
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7.

Contributing back to society (i.e., food drives, supporting local non-profit organizations,
etc.)
1.
2.
3.
4.
5.

8.

Public Recognition-Studio recognition
1.
2.
3.
4.
5.

9.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Community Engagement
1.
2.
3.
4.
5.

11.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Growth
1.
2.
3.
4.
5.

10.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Studio Culture (i.e., passion for dance, family friendly, healthy peer relationships)
1.
2.
3.
4.
5.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important
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12. Student achievement in the studio (i.e., mastering advanced technical abilities)
1.
2.
3.
4.
5.
13.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

Student achievement after graduation (i.e., studying dance in college, professional dance
career, teaching dance)
1.
2.
3.
4.
5.

Not at all important
Slightly important
Moderately Important
Very important
Extremely important

14.

How would you define success as it relates to your dance studio?

15.

How would you define failure as it relates to your studio?

16.

Additional Comments

